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We deliver an experience you’ll hold dear for years to come.
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indstate.edu

Indiana State offers you a one-of-a-kind MBA program in Plainfield 
for working professionals.

Only five percent of colleges and universities are nationally accredited by 
the AACSB. And we’re named a “Nation’s Best” program by the Princton 
Review. We’re among the elite.

We’re for balance in your family, work, and school time. One night a week 
for ten weeks, three times a year. You’ll see the goal and stay the course.

Contact us at 317-662-0004 or visit indstate.edu/ProMBA.

THERE’S MORE TO BLUE.

We’re for opportunity. For self-discovery.

And for you.
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It’s the halfway point of the 
year – the snowy months of Janu-
ary and February seem so far be-
hind – and for many of us, business 
will be conducted on golf courses 
throughout Hendricks County. We 
are blessed to have such a variety of 
quality links to play. 

On June 3, the Hendricks County 
Community Foundation will hold 
its 20th annual golf outing at Quail 
Creek Golf Course, 7591 Quail 
Creek Trace, Pittsboro. There are 
two flights. Registration begins at 
6:45 a.m. For more information, visit or call 
(317) 268-6240. On Wednesday, June 11, Hen-
dricks Regional YMCA will hold its 16th an-
nual golf outing at Prestwick Country Club,  
5197 Fairway Dr., Avon.  Registration begins 
at 11 a.m.  For more information, visit indy-
mca.thankyou4caring.org/HRHGolfOut-
ing2014 or by calling (317) 204-1903. 

There will be two chamber outings in June. 
The Danville Chamber will kick chamber out-
ings off Thursday, June 12 at Twin Bridges 
Golf Club, 1001 Cartersburg Rd., Danville. 
Registration is 11 a.m. For more information, 
visit danvillechamber.org or call (317) 745-
0670. The Plainfield Chamber of Commerce’s 
25th annual golf outing will be Thursday, June 
26, at Deer Creek, 7143 SR 39, Clayton. Reg-
istration is at 11 a.m. For more information, 
visit plainfield-in.com or call (317) 839-3800.  

All worthwhile events – and you get to play 
golf, too!

Women’s Luncheon  
set for June 12
Don’t forget the Women’s Busi-

ness Leader Luncheon, Thursday, 
June 12, 11:30 a.m. – 1 p.m. at Well-
brooke of Avon,  10307 E. County 
Rd 100 N., Avon. Cost is $15 and 
part of the proceeds benefit Lead-
ership Hendricks County. The fea-
tured speakers will be will be Sarah 
Ferguson of Visit Hendricks County 
and Annisa Rainey of the Town of 
Brownsburg. They will speak on “10 
Social Media Rules for Life and Busi-
ness.” For more information, contact 

Cathy Myers at info@businessleader.bz or 
call/text (317) 918-0334. 

Another Excelerate 
in the books

Thanks to all who helped make the 8th An-
nual Excelerate Hendricks County a success. 
A big thank you, also, to Walker and Asso-
ciates Insurance for its sponsorship of this 
year’s event. Thanks, too, to Gus Rojas and 
The Palms Banquet & Conference Center, 
Plainfield. Great venue and even better folks 
in Rojas and his wife, Mary Ann, to work with.

As always my thanks to the Hendricks 
County Economic Development Partnership, 
Hendricks College Network, all  Hendricks 
County Chambers of Commerce (Avon, 
Brownsburg, Danville and Plainfield) and the 
Indiana Small Business Development Center 
(ISBDC).  

Rick Myers is publisher of the Hendricks County Business 
Leader. E-mail: rick@businessleader.bz

Plenty of opportunities to golf 
and network in June in HC

VIEWS

FROM the PUBLISHER

Jacksonville…
Hidden gem?

For startup companies, Jacksonville may be 
the place to be, according to the city’s Office 
of Economic Development. The city hopes to 
renege its “stogy old Southern city” reputation 
for one that entices emerging startups for 
businesses—similar to Silicon Valley and New 
York City. But because of Jacksonville’s status 
as the largest city in the continental U.S. (by 
area), the city is attempting to revitalize the 
downtown area and hopes that entrepreneurs 
will be able to work together to grow small 
businesses and the local economy. 

– CNN Money

BUSINESS DISPATCH

      Get To   
Know Us!

You can count on us to understand your business 
needs and be a part of your advisory team.  

Call us or stop by and get to know us!

• Equipment and Vehicle Financing  
• Operating Loans

• Commercial Real Estate Lending

866.348.4675
www.statebankoflizton.com
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The ICON to Danville
Beginning this month, those of you who live 
in Danville will be receiving, first time in the 
mail, the Hendricks County ICON. First pub-
lished in April 2008, the Hendricks County 
ICON is locally owned by Times-Leader Publi-
cations, LLC. The ICON now has a total direct-
mail monthly circulation of 37,704; homes in 
Avon, Brownsburg and Plainfield also receive 
this product monthly. TLP also owns the Cen-
ter Grove ICON, The Southside Times, Carmel 
Business Leader, Hendricks County Business 
Leader and Southside Business Leader. “We 
strive each month to bring a unique perspec-
tive editorially to our Hendricks County read-
ers,” Rick Myers, owner and publisher said. “We 
are pleased to be able to mail the ICON to the 
good folks of Danville.” If you have information 
you would like to get to us, please email info@
myicon.info or call (317) 451-4088.

BUSINESS BRIEF
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VIEWS

Yes, we want your letters: 

Readers of the Hendricks County Business Leader are 
encouraged to send letters to the editor as often as 
they wish. The stipulations are that the letter is time-
ly, focused (not more than 200 words) and verifiable. 
Please make sure to provide your complete name 
and daytime and evening telephone contact num-
bers. All letters are subject to editing for brevity, clar-
ity and grammar. Please direct correspondence to 
info@businessleader.bz.

I’ve never been asked to give a commencement 
speech, thankfully. The task seems pretty 
daunting: advising grads on the future and 

their responsibility to it, themselves, 
and the community. Wow. How do 
you give advice on something you’re 
relatively poor at?

Without invitation or cattle 
prodding, here are five suggestions 
for graduates.

No YOLO: The popular battle 
cry of the oblivious is You Only 
Live Once. No stats prove this, 
but I imagine it ranks right behind 
“Watch This!” in last words spoken.

Life seems short on a deathbed, 
but if you spent the whole of it wait-
ing for a Windows CSR, you’d probably gut 
yourself with a letter opener.

Another way of looking at your life is like 
the chapters in a book. Beginnings and end-
ings are natural occurrences. These chapters 
can make your life seem a bit more like an in-
sufferable sitcom with an annoying neighbor.

The trick is to live your life in harmony with 

yourself in future chapters. Foresee the ben-
efits of exercise and saving for retirement of 
your future self. Predict the darkness that can 
await you if you text and drive.

Be Kind: Over the 300 best commencement 
speeches compiled by National Pub-
lic Radio, this is a theme which I 
concur. Kindness is underrated, but 
it is by far the most important tool 
you can develop. When all else fails, 
kindness will prevail.

Be Meta: We live in interesting 
times. Our understanding of the 
“why” things work is getting bet-
ter all the time. Understanding the 
mechanisms behind certain ac-
tions or decisions is metacognition 
or thinking about thinking. It’s ab-
straction to distraction. At some 

point in time, you are going to be meta about 
something. Might as well be everything. It will 
deepen your understanding and give you in-
sights that can be transferred to other con-
cepts and give you an edge when it comes to 
creativity and innovation. Keep it to yourself, 
though. No one else will care.

Pay Attention: Be present is an old Zen 

mantra, but it makes sense. You can’t learn 
anything if you don’t focus. Your have lim-
ited foci, so choose your targets wisely. If 
you’re driving, please keep your attention on 
the present. Same goes for studying, reading, 
playing with your children, attention is every-
thing. You probably don’t believe me, but you 
will see.

Be a creature of habit: The largest disser-
vice of your diploma is the fact that you will 
think you know it all. You don’t. I don’t. No 
one does. Economics is predicated on ratio-
nal action by rational actors. It’s a shame they 
don’t exist. For all our higher functions, we 
are probably the most irrational creatures on 
Earth. 

The best defense against this innate stupid-
ity is to remember that we are creatures of 
habit. Develop good ones like exercise or kiss-
ing your mother. There will be a day when you 
are glad you did this. Trust me.

Of course, no one asked me and that’s OK. 
It’s just my opinion. 

Gus Pearcy
COLUMNIST

Forget the rest, here is the best
HUMOR

In Toon with HC Business by Julie 
Bickel

Business 
opportunities are 
like buses, there’s 

always another 
one coming.
~ Richard Branson,  

founder Virgin Group

As the summer months revi-
talize our communities and busi-
nesses, it’s especially poignant to 
understand how the two interact. 
Sure, there’s supply and demand, 
providing excellent customer 
service and all that jazz – but a 
major factor small businesses 
sometimes overlook is branding.

There are various ways to 
brand your business, but what 
does that actually mean?

It’s something of an identity 
comprised of a variety of factors 
including your company’s logo, 
colors, typography, spokespeo-
ple, etc. But it’s also how your 
company treats its employees 
and interacts with the commu-
nity.

The coming summer months 
provide countless opportuni-
ties for fundraising and chari-
ty events that will both get your 
name out there and offer ways to 
interact with the people in your 
community and potential clients. 
Think pancake breakfasts, golf 
outings, car washes, and other 
activities that haven’t been done 
before!

As younger generations be-
come more acclimated and in-
tegrated into the workforce and 
consumer markets, more com-
panies are experiencing a desire 
for transparency, philanthropy 
and activism – and why shouldn’t 
a business be interested in such 
things?

Events or activities such as 
these pose little cost to the busi-
nesses themselves in the long 
run. Think of it as an investment; 
this kind of exposure (rivaled 
only by the exposure a business 
gets in stellar, well-run busi-
ness-to-business and communi-
ty newspapers) is key to growth 
as a company and as an active 
contributor in communities like 
Hendricks County.

Go forth and brand! 

Making the best 
of branding



businessleader.bz • June 2014   5Hendricks County Business Leader

Natural Valley Ranch
6310 E. County Road 350 North

Brownsburg, IN 46112
www.NaturalValleyRanch.com

(317) 509-3577

What’s the best advice you ever 
received? Learning that making the 
sale (particularly for the granite) is 
about building relationships with the 
customers. It is the product that intrigues 
them but it is the relationship that seals 
the deal. People will do business with 
people they like - Jack Klemeyer from 
GYB Coaching 

Best business decision you ever made: 
Purchasing the house directly west of the 
Ranch, which has helped us expand our 
available options for customers.

Worst advice you ever received:  There 
are none that I can think of.

In five years, I want … to stop working 
as much so I can enjoy more of what we 
have built with my family and grandkids.

My secret to success… Do not be afraid 
and do not give up.

How the Damlers did it?

The List
Five books, or five movies, or five 
albums that have had an influence 
on your life…I was part of a small book 
study group with other business owners 
for the book The Go Giver by Bob Burg.  
An easy read with powerful business 
ideas!  I also have two books I like to 
keep handy for daily pick-me-ups, Simple 
Abundance: A Daybook of Comfort and Joy 
by Sarah Ban Breathnach and Everyday 
Simplicity: A Practical Guide to Spiritual 
Growth by Robert Wicks.

FEATURE

COVER STORY

By Gus Pearcy
Travel west from State Road 267 on County 

Road 350 N. and eventually you come upon this 
winding “S” curve. It’s a notch that follows the 
river and probably is one of the oldest roads in 
Hendricks County. There, in the second bend, is 
Natural Valley Ranch, a 78-acre park and ranch 
that offers horseback riding on trails, event rent-
als, pony rides, river rock and recycled granite, 
even a rental home for short stays. All of this is 
owned and operated by Marie and Chuck Dam-
ler.

In 10 years, the Damlers have built all these 
businesses that utilize the resources available to 
them. Yet, none of it was planned. 

Chuck and Marie met at Catholic Youth Or-
ganization events as teenagers. Chuck gradu-
ated with honors from the Culinary Institute of 
America and, along with a co-worker, founded 
Chef For Hire. The company provides nearly 
8,000 meals daily to social service nutrition pro-
grams, children and adult care facilities, pre-
schools and other institutes. Marie raised their 
six children.

In 2003, the Damlers moved to their current 
home in front of Natural Valley Ranch. 

Behind them was 28 acres that used to be 
Barlow’s Flowing Well Park. It had since become 
overgrown and become a dump for old cars and 
other trash.

Thanksgiving of 2003, Chuck was coming 
home and saw a “For Sale” sign being put up on 
the property. When he told Marie, she immedi-
ately told him to buy it. Before the sun set on the 
Thanksgiving weekend, the Damlers had made a 
full-price offer that was accepted. 

Two trailers next to the lake offered a bit of 
income. A tenant wanted to board her horses. 
It sounded like a good idea, except there was no 
barn. So Chef Chuck, apparently a man of un-
told talents, built a barn for horses.

Then came the zoning problems.
Despite being zoned agriculture, the land 

needed an ag-business designation in order to 
have horses.

“If you read under the zoning, it lists all the 
animals you can raise,” Chuck said. “Horses is 
not one of them because you have to be raising 
animals for food.”

It only took about $30,000, but the Damlers 
got their zoning. Under the Natural Valley sign 
is a horse ranch with lessons, boarding, 50 acres 
for trail rides for the novice; then there is Natu-
ral Valley Therapeutic Rising Center that works 

with the Special Olympics Equestrian Team; the 
Natural Valley Outpost for occasions, and the 
Natural Valley Recycled Granite business. 

“We take granite that would be discarded by 
the countertop fabricators,” Chuck said. “Then 
we cut it and split it into split-face tiles. We can 
also do pavers and fire pits.”

The couple admits it has been tough to get ac-
ceptance of stone material for backsplashes or 
to frame a fireplace, despite it’s obvious environ-
mental benefits.

Last year, the Damlers purchased the house 
next door to them and turned it into a place to 
stay. It’s called the Cottage at Natural Valley.

“(The businesses) all work together,” Marie 
said. “It’s all communal in a way. Someone may 
be coming here to see the granite and they learn 
about the ranch or they learn about the Out-
post.”

“(The businesses) all  
work together. It’s all 
communal in a way.”

~ Marie Damler

Brownsburg’s Chuck and Marie Damler  
provide guests moments to remember.

NATURAL AT BUSINESS

The Cottage at Natural Valley Ranch is a 4-bedroom rental just in front of the ranch.  
Photos by Gus Pearcy

Chuck and Marie Damler own Natural Valley Ranch  
in Brownsburg. The property is sprinkled  

with recycled art like this buggy. 
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UN health goals  
could save lives

Some of the greatest health threats to 
developed countries can be prevented—heart 
and respiratory disease, diabetes and certain 
cancers—but it requires effort. A recent study 
published in The Lancet estimated that 37 
million lives could be saved between 2010 
and 2025 if measures were taken to reduce six 
main health risk factors: smoking, alcohol use, 
excessive salt intake, obesity, increased blood 
pressure and increased blood sugar.

 – dailyRx: Relevant Health News

HEALTH DISPATCH

I have come to enjoy nearby restaurants that 
are owned by immigrants; it seems like those 
from the Slavic states and Greece have a 

pretty firm hold on Central Indiana. 
Isn’t it interesting how they can buy 
a restaurant that has failed once or 
twice, paint the entire place, put in 
new upholstery, put in a vast menu, 
open its doors with no advertising, 
and there’s a 25-minute wait on a 
Sunday morning? If this isn’t the 
embodiment of the American dream, 
I don’t know what is. I mentioned a 
couple things up above, but beyond 
those, why do these things seem to do 
so well?

I always hang my hat on the basics. 
Yes, the immigrants fixed the place up to look 
nice, but when it was new for the previous own-
er, I’m sure the restaurant looked 
nicer, and it was brand new to 
boot. The previous owner 
probably had the benefit of 
a multimillion dollar fran-
chise behind him and a mil-
lion-dollar designed theme. 
They probably had a scientif-
ic kitchen design the perfect 

menu, and a major multimillion-dollar ad cam-
paign. But somehow, after a couple of years, the 
restaurant just didn’t connect with the custom-
er. Something was missing, something that the 
multimillion dollar company perhaps just did 

not train. What could it possibly be?
Last week, I was in Buckhead, a 

suburb of Atlanta. There is a restau-
rant there called the White House, 
a play on the president’s home. But 
it’s actually a strip-mall restaurant. 
There’s nothing there that is overly 
compelling. Ironically, in a city that 
is one of the most expensive retailing 
areas in our nation with more high-
end restaurants than about any other 
place in this country sits a joint that is 
as common as it can be. The waitress 
proudly told me that the Greek immi-

grant owner sold the White House restaurant 
years ago. However, the buyer went broke and 
the Greek owner then bought it back for a sec-

ond time. Today they enjoy a full 
house every day as I was ex-

periencing. Their bill of fare 
is eggs for breakfast, burgers 
for lunch, and closed every 

afternoon at two; how hard 
can that be? What was his in-

gredient for success? What are 

the ingredients for success for all the same types 
of restaurants in our community as well?

It’s all the people business. Your business, my 
business, it’s all the people business. Yes, the res-
taurant owner may hire aunts, uncles, nieces 
and nephews, but they’re all dependable. They 
all show up to work. And they worked there for 
years. And every day when you go there for your 
bacon and eggs, it’s a familiar face. 

Anyway, for my two cents, that’s the secret 
of the sauce. It’s a people business. Get to know 
your customers, get to know what makes them 
tick, know their likes and dislikes as it relates to 
your product. If you can do this, and make them 
believe you care, your business will surely thrive.

Howard Hubler
COLUMNIST

Howard Hubler can be reached at howard@hubler.com.

PEER TO PEER

Lessons from a Greek restaurant owner

BUSINESS BRIEF

Over $35,000 was awarded by the Hendricks 
County Community Foundation during its first 
round of Deedee Daniel Opportunity Fund 
grants for the year at the Community Founda-
tion’s Annual Dinner.  The grants benefit nine 
charitable organizations that help Hendricks 
County residents. “Our grants committee 
made changes to our Deedee Daniel Opportu-
nity Fund grants this year allowing all program 
areas and no dollar limits. It was great to see 
the variety of projects that were submitted. 
We had several new groups apply with some 
very exciting projects they are undertaking 
in the community. As always it is an honor to 
be able to play a small role in the work that 
these grantees are doing in our community,” 
said William A. Rhodehamel, Executive Direc-

tor of the Community Foundation. The next 
grant cycle of the Deedee Daniel Opportunity 
Fund begins this fall. Hendricks County orga-
nizations and projects may submit applica-
tions to the Foundation beginning in Septem-
ber. This cycle’s recipients and funded projects 
included Arts for Learning, the Indiana Affili-
ate of Young Audiences; Why Not Today; Proj-
ect Lifesaver Hendricks County; Leadership 
Hendricks County; Susie’s Place Child Advoca-
cy Center; Hendricks County Child Advocacy 
Center; Kids’ Summer Lunch Bunch; Danville 
Public Library; Danville Rotary Club Foun-
dation; Danville Playscape Upgrade and Im-
provement Project; and Hendricks County Fire 
Chief’s Association.

HCCF gives to local charities

From Left: Maria Larrison, Susie’s Place; Karen Hendershot, Project Lifesaver; Joy Shew and Jenny Neureiter, Why 
Not Today; Joli Heavin, Arts for Learning; Susan Rozzi, Leadership Hendricks County; David Coleman, Danville 
Rotary and Joy Phillip, Danville Rotary.





Join us for the 2014 
Hendricks County Business Leader’s

Women’s Business Leader Luncheon

DON’T MISS!

June 12th

Guest Speakers: 
Sarah Ferguson
& Annisa Rainey

You’re Invited 
to Join Us!

Luncheon time is 11:30 am to 1pm
at Wellbrooke of Avon; Cost: $15 

10307 E. County Road 100 North • Avon, IN

Stay tuned for more information
in upcoming months! See you there.

For additional information, contact Cathy Myers
info@businessleader.bz or call/text (317) 918-0334.

Presented by
Meet Sarah: 
Sarah Ferguson joined Visit 
Hendricks County in 2008 as 
a marketing coordinator, after 
graduating from IUPUI with 
a degree in Communication. 
She then became the tourism 
marketing manager in 2010 
before being promoted to 
director of marketing in 
January of 2013. She oversees 
the organization’s marketing 
initiatives and has built the 
company’s social media presence 
over the past six years. Ferguson 
serves on the Hendricks County 
Arts Council Board and is a 
2011 graduate of Leadership 
Hendricks County.
 
Meet Annisa:
Annisa Rainey is the 
communications director and 
grant writer for the Town of 
Brownsburg, where she manages 
the municipality’s media 
relations, website, e-news and 
social media. She has been a 
member of the Indianapolis 
Motor Speedway’s seasonal 
media staff for 10 years, working 
as a trackside reporter for the 
Indianapolis 500, MotoGP, and 
Brickyard 400 races. Rainey 
is active in the Brownsburg 
Chamber of Commerce and 
volunteers for Visit Hendricks 
County and the Andrea Pedregon 
Charity Foundation. She is a 
2013 graduate of Leadership 
Hendricks County.

Sarah Ferguson Annisa Rainey

“10 Social Media Rules for  
Life and Business”

A portion of the proceeds to benefit Leadership Hendricks County.
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PERFORMANCE

BUSINESS STRATEGIES

Erin Smith
COLUMNIST

Erin Smith is co-owner of Spotlight Strategies a print, apparel, 
promo and sign company located in Franklin, IN.  She may be 
reached at erin@spotlight-strategies.com.

In the daily grind of running a business, 
getting caught up in the minutiae 
of political issues can be daunting. 

Actually, it can make you down right 
depressed. Rules and regulations 
are made to bring order. Or, you 
could argue that those same rules 
and regulations interfere with free 
commerce. We continue the debate.  
How much oversight is too much? 
Will we ever really experience a free 
market? All these questions need to 
be vetted. Will you take them on or 
are you waiting for the government to 
solve them?

I believe that solving issues at the 
local level is productive and empowering. My 
trip to Washington, D.C., last week was a real 
awakening to the gravity of the political pro-
cess our forefathers created and getting in-
volved at any level (local, county, state or fed-
eral) is our duty if we want to impact change.

So often we see and hear all the negatives. 
Sheer lunacy can erupt right on CNN. Have 
you ever been watching and think to your-
self, “What wackos?  They are all crooked. No 

wonder our country is ________ 
(you fill in the blank)!”  Well, there 
is a different side to politics. The 
system we so often curse was estab-
lished to be slow moving and full of 
debate … on purpose. That is where 
our influence comes in.  We must 
exercise it to effect change.

Upon graduation from the Rich-
ard G. Lugar Excellence in Pub-
lic Service Series in Washington, 
D.C., I took away many lessons and 
wanted to share my top three: 

Lesson 1 – Our voice is power-
ful. We must speak up and communicate in 
order to have a seat at the table. Call your leg-
islator and let them know what is going on. 
Your business is counting on you to stay in-
formed and up to date on matters that impact 
everything from healthcare to sign ordinances. 

Lesson 2 – Debate is necessary. Say what 
you believe and be willing to defend your po-
sition. The art of compromise is a part of liv-
ing. Although this concept seems to get lost in 
the myriad of power hungry politics, debate 
is the lifeblood of our country. If it makes you 
uncomfortable … practice. No one can voice 
your concerns better than you!

Lesson 3 – Influence (the positive kind) is 
earned. There are many that speak from a bul-
ly pulpit in our local community and in Wash-
ington. These folks wield power in a way that 
is destructive and give them a false sense of 
importance. Decide today to use your influ-
ence to make your community a better place 
to live, work and raise families.

Make time to get involved in your local, 
city, state or federal government.  Your influ-
ence may just be the change our community 
needs.

YOUR BUSINESS

Politics and business:  Flex your influence!

You probably wouldn’t walk into a board 
meeting wearing cut-offs and a grimy 
T-shirt. Nor would you sport your 

Sunday best while trying to dig up a 
stump. So why would your company 
develop and place advertising that 
completely ignores its surroundings? 

It amazes me that companies will 
invest a small fortune in developing 
advertising and marketing materi-
als, and then drop them into an en-
vironment where they create con-
flict or behave inappropriately. 

While waiting for a medical ap-
pointment, I spotted a great exam-
ple on the back cover of the large-
print edition of Reader’s Digest magazine. A 

national company purchased the pricey back 
cover space to promote its medical alarm. 
Given the demographics of the magazine – es-
pecially in its large-print version, designed for 
older readers and others with visual challeng-

es – it’s a brilliant media buy that’s 
well worth the extra money.

So why did the advertiser pack 
hundreds of words of copy using 
10-point sans serif type, several lev-
els of headlines and subheadings, a 
couple of separate pitches set off to 
the side, and a distracting photo of a 
endorser from a cancelled cable TV 
show? If your audience’s eyes are so 
bad that they’ve chosen to read a 
magazine with giant-size type, why 
run an ad that will either give them 
a headache or be completely illeg-

ible to them?

Far too often, the creation of an ad or other 
communications tactic is completely divorced 
from the decision about how and where it will 
run. The “how” and the “where” become sepa-
rate factors.

No wonder so many ads and other market-
ing messages simply seem to be awkward or 
out of place. You’ll scroll through a humor-
ous website, and up will pop a banner ad that’s 
deadly serious – or vice versa. Or you’ll spot 
an outdoor billboard in an ironic location – 
a restaurant pitch towering over a roadside 
sewage treatment plant, for example.

Investing in an approach that’s designed for 
the environment and audience will result in an 
ad that’s more likely to connect with the read-
er and get the desired results.

You choose your wardrobe based on the 
setting and situation, so that you’re always as-
sured of making the right impression. Your 
company’s marketing efforts deserve at least 
as much consideration. Consideration of me-
dia and environment should be every bit as in-
tegral to the approach as the cleverness of the 
headline and the beauty of the design. 

Scott Flood can be contacted via email at sflood@sfwriting.
com or by calling (317) 839-1739, or visit his blog at: sfwriting.
com/blog/.

Reflect your environment  
to market more effectively

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

“It amazes me that companies will invest a small fortune 
in developing advertising and marketing materials, and 
then drop them into an environment where they create 

conflict or behave inappropriately. ”

Recently, I have talked to clients who have 
gotten a solid “No” to their proposal. The 
problem is… the 

“No” came from them and 
not from the prospect.

After this “No” hits 
them, they completely 
stop, as if waiting for a 
crawling 100-car freight 
train to pass. I see this 
happen all too often and 
the folks who encoun-
ter this have a whole list 
of why they cannot do 
something; why it will not 
work. As Jim Rohn said 
of his mentor telling him, “… the only problem 
with their list is they aren’t on it.”

Begin to notice your thinking. Notice how 
many times you tell yourself “No” either with 
that little voice inside your head (the one that is 
saying right now, “I don’t have a voice inside my 
head!” That is the voice I’m talking about) or out 
loud as you discuss your strategies and how they 
will not work with your coach or coffee klatch 
friends.

Here is a three-step process to help you get 
past that “No.” These steps, called the Three R’s, 
come from my friend Dr. Julie Bell of Dallas, 
Texas. 

Step 1: Recognize your thinking. 
Step 2: Refocus on how the idea might work, 

or have that little voice say, “Let’s let them tell us 
‘no!’” This is changing your thinking or changing 
the way you think about the situation.

Step 3: Create routines (new habits) to help 
you move from telling yourself “No” to seeing if 
the prospect actually says “No” or if he will say 
“Yes” and amaze you. 

When clients have done this simple little step, 
it has transformed their results to new and bet-
ter results. If you want better results, I suggest 
you give it a try, too.

Here are two great book resources for you 
to help.  The first is Go For No by Richard Fen-
ton and Andrea Waltz and the second is Perfor-
mance Intelligence by Dr. Julie Bell.

Remember there are only three things that 
hold us all back.…limiting beliefs, low standards 
and an ineffective strategy.

It’s how you think about the situation that 
makes all the difference. 

Where did 
that ‘No’  

come from?

Jack Klemeyer
COLUMNIST

Jack Klemeyer is the founder and head performance coach 
of GYB Coaching (gybcoaching.com). Contact him at: Jack@
GYBCoaching.com.

COACH’S CORNER
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Rozzi and Rojas honored at May Cover Party 

Diane Stennett and Gus Rojas

Ron and Patricia West Kristen Melek and Paula Webber

Jerry Miser, Wendy and Sean Buckler

Emily Biehn, Madison Ross and Diane Stennett

Diane Stennett and Susan Rozzi

Photos by Savanna Scoggins

The Hendricks County Business Leader 
held its May Cover Party, sponsored by State 
Bank of Lizton, May. 13 at Avon Gardens, 6259 
CR91 N. , Avon. Honored were: March cover, 
Susan Rozzi (Leadership Hendricks County) 
and May cover, Gus Rojas, (The Palms Ban-
quet and Conference Center) In addition, 
State Bank of Lizton gave $1,000 scholarship 
to Tri-West senior Madison Ross. The Busi-
ness Leader’s next Cover Party will be Aug. 12, 
5:30-7:30, at Chateau Thomas Winery, 6291 
Cambridge Way, Plainfield. April cover, Ben 
and Stacey Weaver (Prestwick Country Club) 
will be honored at the Aug. 12 Cover Party; 
RSVP by Aug. 11 to Coverparty@business-
leader.bz or call (317) 918-0334. 

AROUND TOWN
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BUSINESS VIEWS

In response to Dave Byrdwell’s letter in the 
May issue, “Word of Mouth to Grow Business,” 
which was a response to the Scott Flood col-
umn (March issue): “Word of Mouth Myth,” I 
think Mr. Byrdwell is missing the point. 

While he has some good suggestions about 
keeping customers happy and getting them to 
refer others to his business, the reality is that 
most businesses cannot survive on word-of-
mouth marketing alone. Other forms of mar-
keting/advertising will help to grow the busi-
ness to a more successful level. Otherwise, a 
business is leaving money on the table. If you 
are this successful with word of mouth mar-
keting, think of how much more successful 
you would be with advertising!

I have personally seen local businesses start 
up, create a marketing plan, and then spend 
little to no money advertising, and go out of 
business.

Yes, paying for an advertisement that may 

or may not work is a risk. It takes time to de-
velop a strategy, determine the best places 
to advertise, test marketing messages, adjust 
budgets, and more. While this is time-con-
suming for any business owner, and does cost 
money, doing the proper research and care-
fully considering the target market and adver-
tising venue can pay off in the end. Isn’t the 
greater risk to not advertise at all? 

Finally, after reading Mr. Byrdwell’s letter, I 
had to do a web search on his name to find 
out what restaurant he owned. I have lived 
in West Central Indiana for 15 years, and in 
Hendricks County for 10 years, and I follow all 
local business news, and have never heard or 
nor have I seen his restaurant. My family and 
I dine out 3-4 times every weekend in Hen-
dricks County, and have not been to his res-
taurant one time because I have not received 
any advertising to know that the restaurant 
exists. I guess, as the saying goes, he has left 
money on the table. 

Susan Young, 46112

Word of mouth  
doesn’t always pay

READERS’ WRITES

White Lick Creek
3047 Garden View Terrace

Danville, IN 46122
317.442.5088

•    Private attached garage for convenience 
      when entering or exiting your home 

•    Smart, single-story design means no difficult 
      stairs to climb

•    Certified energy efficiency means energy 
      savings, and no drafty windows or doors

•    Built-in peace & quiet; no one lives above 
      or below you

•    Smoke-free environment and Pets welcome

•    Full size washer and dryer connections

•    Simplify your lifestyle at Redwood Living! 

White Lick Creek
byRedwood.com

Like us on Facebook 

Watch us on Youtube
www.youtube.com/RedwoodLivingTV

www.facebook.com/byRedwood

MODEL NOW OPEN 
FOR TOURS

Kevin Speer is president and CEO of Hendricks Regional Health.

The business world is full of David and 
Goliath stories. Goliath 
frequently wins, but 

sometimes the underdog, David, 
takes down the big guy. I’m here to 
tell you, it doesn’t have to be like 
this – David and Goliath can live in 
harmony and help each other along 
the way.

We have our share of Goliaths in 
the healthcare industry. The Afford-
able Care Act makes it easy for them 
to exist by encouraging the forma-
tion and use of Accountable Care 
Organizations. These organizations 
are made up of groups of doctors, 
hospitals and other healthcare providers who 
work together to coordinate high-quality care. 
The goal of this coordinated effort is to ensure 
that patients get good care while avoiding un-
necessary tests and/or costly duplication of 
services. Hospitals that ensure patients remain 
healthy and out of the hospital will receive finan-
cial rewards under this new model. This prac-
tice provides new opportunities for hospitals to 
partner and can help reduce costs for employers’ 
health insurance plans, and the individuals cov-
ered by those plans.

One way we as healthcare providers can help 
employers, both big and small, in our communi-
ty is to work directly with them to lower health-
care costs for their employees. Taking medical 
and wellness services to the employers through 

on-site clinics is one way to lower costs for both 
employers and employees. The result is a health-
ier workforce that can save the employer money 
in health-related costs.

As one of the county’s largest em-
ployers, Hendricks Regional Health 
feels the pinch of high employee 
costs. We have taken the approach of 
helping our employees who have dif-
ficult and ongoing health problems 
better manage medications and life-
style choices. We have made a num-
ber of resources available to our em-
ployees that, in the long run, result 
in a significant cost savings for us as 
the employer and little or no out-of-
pocket expense for them. By work-
ing closely with our own employees 

to improve overall health and wellness, we are 
figuring out how to help other employers save 
money as well.

Whether you work for a large business, or 
a small one, there are things we can do to help 
each other. As we work toward a new normal in 
the healthcare industry, we are always looking 
for opportunities to form new partnerships. 

If your business is looking for cost-saving so-
lutions for healthcare expenses, consider reach-
ing out directly to your local hospital. We are 
here to serve you and improve the health of your 
workforce. When it comes to improving lives 
and helping your bottom line, we are not too big 
to be your partner.

Large businesses can help 
small businesses succeed

Kevin Speer
COLUMNIST

LEADERSHIP

BUSINESS PERFORMANCE

Summit Realty Group, a Midwest commercial real estate firm headquartered in Indianapolis, 
recently announced the addition of four team members. Hitesh Patel will be joining the team 
as a project manager. Also on board for Summit are Jimmy Cohoat, industrial advisor; George 
Thomas, office advisory; and Christa Calderone, client services.

Cushman & Wakefield/Summit  
add team members

Jimmy CohoatHitesh Patel

BUSINESS BRIEF

Christa CalderoneGeorge Thomas
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It’s called revenue sharing in Wall Street 
jargon, but what it means is that many of the 
mutual funds sold by a broker may 

have paid that broker’s firm for access 
… to you. It’s not illegal. It’s been 
practiced for years, and most likely, if 
your firm does it, they sent you some 
type of notice that disclosed it to you.  
Here is paraphrased wording from a 
recent disclosure a questioning client 
gave me from their other firm:

“(FIRM) receives payments 
known as revenue sharing from 
certain mutual fund companies....  
Virtually all of (FIRM)’s transac-
tions relating to mutual funds, 529 
plans and insurance products involve product 
partners that pay revenue sharing to (FIRM). 
We want you to understand that (FIRM)’s re-
ceipt of revenue sharing payments creates 
a potential conflict of interest in the form of 
an additional financial incentive and financial 
benefit to the firm, its financial advisors and 
equity owners in connection with the sale of 
products from these product partners.” 

This revenue sharing can ultimately end 
up as a BIG number on a firm’s bottom line. 
The above firm, for example, states in its dis-

closure that approximately 27 percent of its 
net income comes from revenue sharing pay-
ments. A full quarter of the profit comes from 
outside firms paying for access to that firm’s 
customers. 

So what’s the big deal?  Why is this 
important?  These are all good fund 
companies aren’t they?

Maybe. But who do you trust to 
tell you that?  Your broker of course.  
And who is telling your broker what 
great funds they are?  The funds 
themselves.  From the same disclo-
sure form:

“Most, but not all, of the product 
partners that pay revenue sharing to 
(FIRM) have been designated as pre-
ferred product partners … (FIRM) 

grants preferred product partners greater ac-
cess to certain information about its business 
practices. In addition, these product partners 
have frequent interactions with our financial 
advisors to provide training, marketing sup-
port and educational presentations.”

I’m all for financial advisors to get as much 
training, marketing support and educational 
presentations as they can. However, this prac-
tice, to repeat the words of the disclosure, “cre-
ates a potential conflict of interest in the form 
of an additional financial incentive and finan-

cial benefit to the firm …” and has potential 
consequences for investors. Revenue sharing 
could lead to advisors limiting client choices 
to larger funds, which often aren’t as nimble 
as smaller funds or as successful at beating the 
market. It could also lead to brokers recom-
mending higher-cost funds. Those revenue 
sharing fees paid to selling firms likely aren’t 
absorbed by the fund company. If they don’t 
pay them, who does? 

FULL DISCLOSURE:  As a fee-only ad-
visor with a significant chip on his shoulder 
about many of the methods of Wall Street, I 

will unambiguously state that I am not unbi-
ased enough to fairly determine whether rev-
enue sharing is good or bad practice.  As an 
investment professional however; that focuses 
on earning his fee, in part, by helping inves-
tors identify ways to lower their total cost of 
investing, educating and empowering them to 
make up their own minds about revenue shar-
ing is undeniably good practice.       

Jeff Binkley
COLUMNIST

Jeff Binkley is the Founder and Managing Director of Binkley 
Wealth Management Group. He can be reached at Jeff@
thebinkleygroup.com or (317) 697-1618.

MONEY MATTERS

Mutual fund company and you: Paying to play

Thanks to all of the vendors who helped make the  
8th Annual Excelerate Hendricks County a success

AlphaGraphics
As-Builts QBS

Drug & Alcohol Testing
Edward Jones

Employment Plus
GYB Coaching

Hendricks College Network
Hendricks County Economic  

Development Partnership (HCEDP)
Hendricks County Public Libraries
Indiana State University –Pro MBA

Indiana Small Business Development  
Center Indiana Tech

Indiana Wesleyan University

Interstate All Battery
Indy City Gift Baskets

It Works Global
Jackson McCormick

JPR Products
Kramer Companies

Liberty National
Live Now Vacations

Mary Kay
Matrix Label System

Miniteman Press
Money Mailer
Mullin’s Law

North Salem State Bank

Origami Owl
Real Time Pain Relief

Sam’s Club
SCORE

Skylight
State Bank of Lizton

Terry Lee Honda
TKO Graphix

Today’s Events and Business Services
Trine University

Visit Hendricks County
Walker & Associates

Westpoint Financial Group
Westside Professional Business Women



Looks at  
Local 

Leaders

Each month, the Business Leader focuses 
on how Leadership Hendricks County 
delivers the skills local residents need to 
provide leadership in our communities.

Youth Leadership Hendricks County

Not long after the sun crept over the 
horizon on a Saturday morning in August, 
32 high school sophomores climbed aboard 
a bus at the Hendricks County Fairgrounds. 
They didn’t know each other; nor did they 
really understand why they were being 
forced to get up so early and give up a 
perfectly good weekend. You could forgive 
them for being just a little grumpy.

An hour later, the bus arrived at the 
opening retreat for the 2013-14 Youth 
Leadership Hendricks County class, and 
the students quietly filed off the bus and 
dropped their duffel bags and pillows on 
the dormitory’s bunks. They gathered in a 
colorful room with several adults who had 
the advantage of strong coffee and those 31 
strangers -- most from those mysterious 
rival schools where life was very different.

They discovered that they were giving 
up the weekend because someone -- a 
teacher, a principal, a guidance counselor 
-- recognized that they had leadership 
potential. At first, they were puzzled, 
because they didn’t think of themselves as 
leaders. But over the next several months, 
they learned to recognize and sharpen 
their own leadership skills and those of 
their classmates. 

Through exercises and activities, they 
discovered what it takes to motivate others, 
to resolve conflicts, and to turn raw ideas 
into workable realities. They learned about 
the county and state they call home, and 

gained insight into the many factors behind 
daily life. They found themselves in serious 
conversations with judges, entrepreneurs, 
social workers, senators, firefighters, 
farmers, state officials, jail guards, and 
many others.

Some of the activities were fun -- like 
coming up with successful solutions to 
what looked like insurmountable obstacles 
in the low ropes course, or competing 
to build the most effective boat out of 
drinking straws and masking tape. Some 
were sobering, such as walking through 
actual cells at the county jail and eating the 
same meal the inmates had that day.

Not long ago, the students gathered 
again on another Saturday morning. This 
time, it was for a few more lessons and 
games before a late-afternoon ceremony. 
Their parents arrived, and the students 
recounted what they learned to laughter 
and applause. Mothers and fathers saw 
their shy teenagers standing before a large 
group and speaking with confidence and 
authority, describing in detail everything 
from how the county applies property taxes 
to the process through which the General 
Assembly creates laws.

Then there were hugs, sad goodbyes, and 
promises of get-togethers. The complete 
strangers from that early-morning bus trip 
had become close friends and resources. 
And a group of what had been nervous, 
uncertain students were ready to step up 
and change their schools and communities 
for the better. 

If you would like to learn more about 
YLHC or help support this program, 
please contact Susan Rozzi at SRozzi@
LeadershipHendricksCounty.org.

YLHC students work together to accomplish a task.

YLHC visited the Indiana Statehouse and met  
with Secretary of State Connie Lawson.

YLHC students participate in team building activities  
which help develop their leadership skills.
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By Robin Saddler, Hendricks County Economic 
Development Partnership

As Hendricks County grows, it is becom-
ing home to more successful local companies. 
Five of those companies were recognized at 
the 8th annual Exceler-
ate  Hendricks County 
as Small Businesses of 
the Year.

Each of the com-
panies received the 
HCEDP Excel Partner 
Award during Exceler-
ate Hendricks Coun-
ty 2014, held at The 
Palms Banquet and 
Conference Center in 
Plainfield.  

“Many people mis-
takenly believe that 
economic develop-
ment is only about 
bringing new compa-
nies to an area,” ex-
plained HCEDP Ex-
ecutive Director Cinda 
Kelley. “In Hendricks 
County, we pursue a 
well-rounded strategy 
that is equally focused 
on helping local compa-
nies find the resources 
they need to grow. Af-
ter all, the 91 percent 
of Hendricks County’s 
businesses that have few-
er than 10 employees ac-
count for 46 percent of 
county jobs. “

The recipient of the 
Avon Business of the 
Year Award was Lynn 
Driver, CEO of Sky-
light Commercial Lend-
ing. Skylight’s selection 
was based on the overall 
growth of their opera-
tion since their start-up 
in 2012, as well as Lynn’s 
commitment of not only 
growing Skylight’s busi-
ness, but also actively 
counseling other busi-
nesses to grow and suc-
ceed via traditional and 
non-traditional access to capital. Skylight 
Commercial Lending offers all types of busi-
ness lending services, cash flow products, 
real estate lending, equipment leasing and 
franchise financing. Research has shown that 
businesses that have access to capital are more 
likely to succeed and sustain strong growth. 
Skylight has developed a platform for lending 
that looks at new and different ways that lend-

ing should be done.
Prior to establishing Skylight Commercial 

Lending, Mr. Driver was President and CEO 
of Indiana Organ Procurement Organization 
for over 35 years. With a long-standing career 
of leading a premier health care organization 
and guiding many industries as they navi-
gate an ever-changing economy and business 

world, Mr. Driver along 
with his son, Brandon, 
are building the future 
for the way businesses 
access the capital that 
they need.  

Natural Valley Recy-
cled Granite earned the 
award for Brownsburg 
Business of the Year.   The 
husband and wife team 
launched the business in 
2011 and have success-
fully integrated their re-
cycled granite business 
with multiple other fam-
ily businesses. This busi-
ness start-up first ap-
pealed to them from the 
“green” perspective since 

literally tons of granite and marble scraps are 
going into landfills each year.  They hand-
cut the granite into 4” long tiles using rem-
nants from the countertop industry. These 
short tiles are then used for bathroom back 
splashes, kitchen backsplashes, feature walls, 
fire pits and a host of other residential and 
commercial applications. They have been fea-
tured in DIY Networks Bath Crashers and 
DIY’s “I want that!” They have streamlined 
their granite supply sources, expanded their 
product lines, and improved their marketing 
and social media strategy to both commer-
cial and consumer customers, all while own-
ing and operating multiple businesses includ-
ing Natural Valley River Rock, Natural Valley 
Ranch, The Cottage at Natural Valley Ranch, 
and Natural Valley Wedding and Event center. 
Marie Damler’s business philosophy is “keep 
moving and work hard and don’t ask anyone 

FEATURE

HCEDP presents Small Business of the Year awards at Excelerate 2014

Lynn Driver

Jill Bode of Design Write Public Relations talks during an educational session.

to do something that you 
aren’t willing to do yourself.  

The Danville Business 
of the Year was awarded to 
the Royal Theater. Located 
on the downtown Danville 
Square since 1927, the Royal 
Theater is owned by Lee and 
Mary Lee Comer and oper-
ated by Tracie Shearer. The 
Royal Theater’s selection was 
based on the overall growth 
of the operation including programming and 
marketing, successful conversion to digital in 
2013, collaboration with the Downtown Dan-
ville Partnership and Town of Danville and 
overall historic and cultural importance to the 
community. Today you can see current mov-
ies at nostalgic prices as well as hear live mu-
sic in one of central Indiana’s best listening 
rooms.

Last year, The Royal Theater’s future was 
threatened with Hollywood’s switch from 
35-millimeter film to digital movies, requir-
ing a large investment in new digital equip-
ment. According to Tracie, the system is more 
versatile because it can play 
Blu-ray, DVDs, PowerPoint 
presentations and photos, 
making the theater a popular 
place to hold fundraisers and 
private parties.

The Royal enjoys a special 
relationship with the commu-
nity. Overall, the Royal The-
ater in Danville is a wonderful 
story of personal dedication. 
First, dedication by the own-
ers, Lee & Mary Lee Comer, 
who bought the theater with 
their own funds and single handedly paid for 
all of the restoration and renovation. Second-
ly, dedication from the theater’s manager, Tra-
cie Shearer, and her family, who have devoted 
countless hours and energy 
to repair, upgrade, and run 
the theater during her ten-
ure.

Nomad Yarns was se-
lected as Plainfield’s re-
cipient of the Business of 
the Year Award. Nomad 
Yarn’s selection was based 
upon the overall growth of 
their establishment since 
start-up in 2010, being a 
leader in their industry 
group, creating innova-
tive marketing programs 
and collaboration with 
other Plainfield business-
es. Owners Erica Kempf 
and Dave Broughton feature a large supply of 
yarns, fibers and notions for knitting, crochet, 
spinning and felting. They carry local prod-
ucts to international brands, along with their 
own line of Nomad original patterns and kits.  

Fiber Art classes and work-
shops for all ability levels are 
offered.  Both Erica and Dave 
are young, tech savvy busi-
ness owners that have taken 
an “old school” type of busi-
ness, and made it new, vi-
brant and relevant. The peo-
ple (men, too!) come in all 
ages and backgrounds. Knit-
ting is definitely not reserved 
for little old ladies anymore! 

Nomad Yarns is a site on the Rural Routes to 
Main Street Cultural Trail, which leads visi-
tors to over 30 Artisan destinations in Hen-
dricks and Morgan counties.

Erica’s husband joined her from England 
in 2012.  David has added his tech expertise 
to the growth of the business along with Eri-
ca winning national first place awards for her 
original patterns.

The most well established of the award win-
ners was the HCEDP/Indiana Small Business 
Development Center Business of the Year 
Award, presented to the Bowman Boys, LLC.   
Bowman Boys Stump Removal, now in it’s 

18th year, is based in Avon. The company is 
owned and operated by Adam Bowman, and 
currently runs five stump grinders, employs 
7 individuals, and operates in the Hendricks 

C o u nt y / I n d i a n ap o l i s , 
Evansville, and Fort Wayne 
markets. The success of 
the business has long re-
lied upon strong customer 
service, professional em-
ployees, and more recently, 
a strong online presence. 
Typically, one does not im-
mediately think of licensing 
a Stump Removal business. 
However, the Bowman 
Boys have worked close-
ly with the Small Business 
Development Center staff 
in successfully licensing 
their business to others, 
while managing close to 

50% growth in one year. “Developing a way to 
earn some “passive” income by training others 
in new locations seemed to be the next logi-
cal step.” Adam is on target to continue that 
growth well into the future.

Adam BowmanMarie Damlar

Erica Kempf-Broughton

Tracie Shearer

Joe Wilson, keynote speaker and 
CEO of Bio-Response Solutions.

People visit vendors. Photos by Rick Myers

Jeremy Eglen of Eglen Law takes the 
mic during the small business panel 
discussion. 
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Home on the Square

Compiled by Cathy Myers

Laurie Hilland grew up in North Salem and 
graduated from Tri West High School. From 
there she pursued business and beauty school 
at Vincennes University. In her spare time, 
Hilland volunteers at the Dan-
ville schools – where her chil-
dren attend. 

Hillard has been in the salon 
business for many years. “After 
all these years I was ready for a 
change and I was lucky enough 
to land a spot here on the 
square,” she says. That change 
became Salon on the Square.  

Why did you open the busi-
ness?

I originally worked in Plain-
field for about eight years at a sa-
lon. When I had my first child, 
Toby, I tried to go back to work 
but honestly had a hard time be-
ing away from him. So I decided 
to open my own salon. I started 
in Pittsboro where I opened a sa-
lon called The Hair Shop, and I 
was able to bring Toby with me 
to work. And when Taylor was 
born, I was able to bring him 
to work as well. I was there for 
a little over five years and then I 
moved it to Danville on Old 36. I 
was there for nine years. 

What did you do to prepare 
for opening your business

The place where we are lo-
cated used to have carpet an 
old paint. So with the help from 
Phillip Johnson Franklin taking 
out the colors, décor, furniture 
and floor, we totally renovated 
the whole look of the place.  We 
have been told time and time again that the 
place is unrecognizable compared to how it 
used to be.

What is your ideal customer? Client?
I would say our ideal client is anyone of any 

age and gender. As I really thought about this 
question honestly, the best answer that I could 
come up with was explain-
ing the clientele that I have 
now. I have to say that I 
don’t know what I would 
do if I didn’t have them. 
I not only consider them 
clientele, but I also I con-
sider them close friends 
of mine. They have helped 
me through so much in the 

last few years. And I love them all dearly.

How do you plan to be successful?
I would say first and foremost I love my 

job and everyone that works for me feels the 
same. We have never been the type to be in 
competition with anyone, so we always try to 

help each other with everything we can. We 
are truly here to be honest and give her clients 
the best services that can be given. We keep 
up on the latest and greatest techniques and 
fashions. And love every minute of it.  

What would we be surprised to learn 
about your company?

We have been fortunate 
enough to have clients to 
follow us everywhere that 
we have worked. We have 
people coming from as far 
as Bloomington and Illi-
nois to even traveling from 
Las Vegas to come and see 
us.  We all are very hum-
bled by that.

OPEN FOR BUSINESS

Laurie Hilland at Salon on the Square.

Submitted Photo

Danville’s Hilland sought change and found it locally

The more you save, the more 
you save.

Get that old deadbeat out of your home.

*�Some�conditions�and��
restrictions�apply.

Get�rid�of�that�old�refrigerator�or�freezer�before�it�swipes�any�more�
electricity.�Not�only�will�we�haul�it�away�free,�we’ll�give�you�$35*��
for�the�honor.�

To�get�more�details—or�to�schedule�your�free�pickup—call��
877-395-5535�or�visit�PowerMoves.com/HaulFree.

n Constipation cure: Vibrating capsule?
There may be relief on the horizon for sufferers of chronic constipation and other gastroin-
testinal issues.  According to a small study presented at Digestive Disease Week, 26 study 
participants (suffering from a variety of gastrointestinal problems) ingested a vibrating cap-
sule twice per week and more than half experienced an increase in bowel movements. Ad-
ditionally, patients reported minimal side effects. This study could pave the way for further 
research into such health matters.  – CNN Health

n Games lower nicotine cravings
The Centers for Disease Control and Prevention suggests that nicotine could potentially 
be as addictive as cocaine or heroin and oftentimes requires multiple quitting attempts 
before success. A recent study in PLOS ONE, noted that engaging in a challenging game 
with a romantic partner could significantly lower cravings when going through nicotine 
withdrawal. – dailyRx: Relevant Health News
 
n Keeping your breath fresh
There are numerous causes of bad breath: pungent foods, poor hygiene and even infec-
tions or gum disease. When bad breath is caused only by everyday eating and/or drink-
ing, the American Dental Association suggests brushing the tongue in addition to thor-
oughly brushing teeth and flossing regularly. The tongue can act as a kind of sponge that 
retains particles or fluids from the foods we eat and drink. – HealthDay

n Exploding head syndrome is no joke
Though the name sounds frightening enough, it doesn’t involve one’s head actually ex-
ploding. Though not much is known about the syndrome, sufferers experience explosive-
sounding noises during the transitional phase of waking and sleeping. This can occur 
once or many times in a night and can result in a fear of going to sleep as well as mild pain. 
Experts aren’t sure of the cause of the syndrome, though signs point to the phenomenon 
occurring when the body doesn’t shut down for sleep correctly. – Newser

HEALTH DISPATCHES
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Kathy Davis, an attorney, is the owner of KJD Legal LLC 
in Brownsburg. Kathy focuses her practice in the areas of 
business and real estate.  She also operates a virtual law office, 
which is accessible through her website, kjdlegal.com. Kathy 
also writes about real estate law on Nolo.com. Contact Kathy 
at (317) 721-5290 or kathy@kjdlegal.com. 

I found out a few weeks ago that the sensor 
that goes “ding-ding” when you leave your 
lights on is no longer working in my almost 

10-year-old Honda. Do you want 
to know how I figured this out?  I 
left my lights on. It was a cloudy, 
drizzly, overall yucky day and I had a 
meeting in Broad Ripple. Of course, 
I was coming from another meeting 
and so I was afraid I was going to be 
late. I remember rushing out of my 
car and trying to avoid the rain on 
my dash into the restaurant.

A while later, I came out of the 
restaurant only to find my battery 
completely dead. I called my sup-
port team, and went back inside for 
the tenth cup of coffee of the day. An hour or so 
later, my neighbor showed up, got the car run-
ning again in about 45 seconds, and I was back 
on my way.

Wouldn’t you know it, it happened again, 
and then again. At the office, at the Fishers Star-
bucks – always someplace slightly inconvenient 
to where I needed to be next. I learned a lot 
though, just in that process.

1. Don’t be so busy being busy that you don’t 
have time to do things properly. If I had taken 
just another 10 seconds before leaving the car 
each time, I probably would have caught the fact 
that the lights were on.

2. Appreciate the people around you. As 
much as our world is crazy busy in the hub-

bub of life, every time I was “stranded,” at least 
one person stepped up and volunteered to help, 
without anything more than me asking for help.  

3. Problems can be prevented.  In the law, and 
in business, it is pretty evident – structure your-

self as an LLC or a corporation, use 
contracts to define parties’ rights 
and responsibilities.  In life, it can be 
as simple as remembering that if it is 
going to be raining, grab your um-
brella or raincoat on your way out 
the door  And of course, in my case, 
I could take an hour or so to have 
the right sensor found and replaced 
at the auto shop.

One of the other things I learned 
was the power of the pause – or the 
forced time-out. All three times, I 
had plans for my day that did not 

include sitting still and drinking another cup of 
coffee. Yet every time, I had more than enough 
to do while sitting – from people watching in 
places and at times I ordinarily don’t just sit and 
have a cup of coffee, to reading and following up 
on items in my bag. All three times, I accom-
plished at least one thing – something that may 
not have even been on the list for the day, but 
that in the end helped me focus on where I was 
headed, instead of where I was.

The battery died… again

Kathy Davis
COLUMNIST

HC BUSINESS LAW

From left: Jim Smith; Melissa Stevens; Terry Ballard; Ashley Gauger; Andy Hall; David Johnson; Brad DuBois, 
executive director of the Plainfield Chamber of Commerce; Harold Allen; Jake Thompson; Kathy Linton; Lyla 
Turner; Joyce Ford; Devan Strebing; Brent Glasgow; Brenda Holmes; and Becky Harris, Plainfield Chamber board 
director.

Submitted Photo

The Hendricks County Flyer recently received the Business of the Month Award from the 
Plainfield Chamber of Commerce at its monthly meeting. The Flyer Group is located at 8109 
Kingston St., Avon and employees 18 full-time employees and several contract employees.

PLAINFIELD CHAMBER BUSINESS of the MONTH

Hendricks County Flyer BOM 

Hendricks County Recorder Theresa Lynch 
was re-elected vice president of the Associa-
tion of Indiana Counties’ (AIC) West Central 
District during the annual meeting in Putnam 
County last month. As district vice president, 
Lynch represents the elected county officials 
in the West Central District of the state, which 
includes the following counties: Boone, Clay, 
Clinton, Fountain, Hendricks, Montgomery, 
Morgan, Owen, Parke, Putnam, Tippecanoe, 
Vermillion, Vigo, and Warren. There are six dis-
tricts in the state. Lynch serves on the AIC’s 
Board of Directors, which determines policies 
and legislative goals for the AIC. Clay County 
Commissioner Paul Sinders was re-elected 

District President during the meeting as well. 
The district meeting also included a synopsis 
of the 2014 Indiana General Assembly by AIC 
staff.  

Lynch re-elected  
VP of AIC

From left, Paul Sinders and Theresa Lynch.

BUSINESS BRIEF

n Blogging for small businesses
“Blogs” began appearing in the late 1990s and have become a wildly popular resource for 
potential customers and businesses alike. Common excuses such as “I’m not a good writer” 
or “It takes too much time” hold little weight since customers respond well to expert advice 
and testimony—and the process of setting up and making a weekly blog post takes only a 
few minutes. – Forbes Sales & Marketing

n Entrepreneurs to save Egypt’s economy?
There’s a new reality television show in Cairo called “The Project”, where contestants sold 
goods in busy marketplaces. Since Egypt’s uprising in 2011, the economy has struggled 
greatly with unemployment over 30 percent. The reality show demonstrates a real desire 
for entrepreneurism in Egypt, which hopes to be a fertile ground for small businesses revi-
talizing Egypt’s economy. – The Associated Press

n Visa system hurdles for entrepreneurs
Immigrants coming to America must still face quite an uphill battle in order to obtain a visa 
to work in the United States. The investor visa, for example, comes in at a pricey $1 million. 
E-2 visas are available to people in certain nations—barring entry from places like Brazil, 
China and India. Not only that, but visa renewals are not guaranteed, leaving many foreign 
entrepreneurs with no options. – CNN Money

n GM invests more in Detroit
General Motors recently announced a $384 million upgrade to its current plant in Detroit-Ham-
tramck. The upgrade will include an assembly line for the Chevrolet Volt and two undisclosed 
products. Presently, the plant employs approximately 1,600 people and locals are generally 
supportive of this—calling it a good opportunity for the community, which is currently strug-
gling through the largest public-sector bankruptcy in United States history. – CNN Money

n Online video marketing
Online video advertising offers businesses small and large businesses alike a cost-effective 
way to reach numerous viewers if executed properly. Tips for your next viral video: plan it 
out—carefully crafting a branded video is sure to help you get your message across. Keep-
ing it short ensures you have viewers’ attentions. Additionally, you want your viewers to 
identify with you or to build a relationship with you. Lastly, be sure to define and measure 
the purpose and impact of your message or campaign. – Business News Daily

n Bank of America to refund $727 million
Bank of America credit card holders with add-on services may be eligible for substantial 
payments. The Consumer Financial Protection Bureau concluded that the bank used de-
ceptive marketing tactics and claims that approximately 2.9 million people will be split-
ting $727 million as a result of a negotiated deal between the CFPB and Bank of America. 

– The Fiscal Times

ENTREPRENEURSHIP DISPATCHES 
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Compiled by 
Cathy Myers

Lee Tesdahl graduated from UW-Madison 
and worked as an engineer/plant manager for 
over 20 years.  Tesdahl says his most notable 
gig was for the Herff Jones education division, 
where he managed the production of books 
and wide format maps. Along with his family, 
he moved to Brownsburg in 2006 from Chica-
go.  Within a few years, he decided to open his 
open business: Alpha Graphics.

Alpha Graphics has become Tesdahl’s top 
priority, aside from his family – especially ac-
tivities related to his children. He says that 
products and work hours have changed, but 
he still puts his customers first.

  
What is the most valuable piece of advice 
you’ve been given?

Owning your own business is great.  You get 
to set your own hours and work only when you 
want to, as long as it’s 24/7.  Be prepared to 
work at any time if your customer needs some-
thing.

I follow this advice on any day, except 
Christmas.

How have things changed since you start-
ed your business?

I’ve never worked until 9 p.m. on a Satur-
day and followed up on a Sunday afternoon.  
When a customer calls on a Friday for some-
thing they need on a Monday, you simply have 
to service their need.  I don’t plan on work-
ing every weekend, but I do when a customer 
needs it. 

Tell us about your biggest challenge and 
how you overcame that.

My biggest challenge is hiring the right 
people for the right job.  I’ve hired the wrong 
person for the right job and the right person 
for the wrong job.  Now, I’m going to take my 
time and hire the right person for the right job.  
Currently, I need to fill a customer service po-
sition with cold calling duties with someone 
who has worked with Adobe Creative Suites.  
I’ll let you know if I’ve overcome my biggest 
challenge after this hire.      

What do you wish someone had told you 
before you started your business? 

I wish I had been told that it will be neces-
sary to drop any other activity that doesn’t in-
volve work or family.  I had a number of hob-

bies, been in networking 
groups and engaged 
in other idle pastimes.  
Now, if an activity 
doesn’t directly impact 
my customers or if it’s 
not my son’s little league 
game or his homework 
or anything else he’s in-
volved in, it’s off my task 
list.  Sorry, I love all you 
other people, but I need 
to focus.

 
What is the hottest 
new trend in in your 
industry?

One of the biggest 
things in our industry is 
wide format latex print-
ing.  Signs, banners, 
and displays can be printed faster, with high-
er quality and don’t give off fumes like most 
aqueous printers.

NOW THAT WE’VE BEEN OPEN

Putting customers first
Lee Tesdahl prides Alpha Graphics on making customer happy

Submitted Photo

Somerset CPAs is an accounting and consulting firm that 
is passionate about the success of our clients, employees, 
community and profession. 

To learn more about how we work with you to help you 
achieve and surpass your financial goals, visit us online 
at www.SomersetCPAs.com, or contact one of our tax 
professionals with expertise in industries such as:

BOTTOM LINE RESULTS.
INNOVATIVE STRATEGIES

3925 River Crossing Parkway, 3rd Floor | Indianapolis, IN 46240 | 317.472.2200 | info@somersetcpas.com

- Agriculture

- Construction

- Dealerships

- Dental

- Health care

- Manufacturing

- Retail 

- Real estate

...for your business

Let the home town team at 
IMCU help you with your 

BUSINESS NEEDS.

Proud Sponsor Of Indy’s Teams COLTS

Mike, Avon Manager - 612-1479
Shannon, Plainfield Manager - 839-4217 

Vicki, Westside Manager - 241-8990
Jay, Brownsburg - 286-2034

Lee Tesdahl
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11 - Danville Chamber 
of Commerce (members’ 
meeting): Wednesday, June 
11, 11:15 a .m.; Hendricks 
County 4-H Fairgrounds and 
Conference Complex, 1900 
E. Main St., Danville. For 
more information, call (317) 
745-0670

17 - Plainfield Chamber 
of Commerce (member’s 
meeting) Tuesday, June 17, 
11:30 a.m.; Plainfield Rec 
and Aquatic Center, 651 
Vestal Road, Plainfield.  For 
more information, call (317) 
839-3800

18 - Brownsburg Chamber 
of Commerce (members’ 
meeting): Wednesday, June 
18, 11 a.m.; Brownsburg 
Fire Territory, 470 E. 
Northfield Dr. Brownsburg. 
For more information call 
(317) 852-7885

24 - Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, June 
24, 11:30 a.m.; Prestwick 
Country Club, 5197 
Fairway Dr., Avon.  For more 
information, call (317) 
272-4333

27 - Westside Chamber 
of Commerce, (members’ 
meeting): Friday, June 27, 
8:30 a.m.; Location TBD, 
Indianapolis. For more 
information, call (317) 
247-5002.
 
NEW MEMBERS

Avon Chamber 

Runoff Home Mortgage
9100 Keystone Crossing, 
Ste. 750
Indianapolis, IN 46240
(317) 903-2112

Fite Plumbing
P.O. Box 147
Monrovia, IN 46157
(317) 996-6100

Bierman ABA  
Autism Center
301 Satori Parkway, Ste. 150
Avon, IN 46123
(317) 224-4521

#3207 Fraternal  
Order of Eagles
5556 East US 40
Plainfield, IN 46168
(317) 730-7043

Leadership  
Hendricks County
P.O. Box 7
Danville, IN 46122
(317) 745-6694

Brownsburg Chamber 

Scotty’s Brewhouse 
251 W. Northfield Dr.
Brownsburg, IN 46112
(317) 852-5151

Bayberry Place 
Apartments
711 Greenridge Parkway
Brownsburg, IN 46112
(317) 670-8931

Dr. Nancy Bolt DDS PC
307 N. Green St.
Brownsburg, IN 46112
(317) 852-7112

InterDesign Architects
141 E. Ohio St.
Indianapolis, IN 46204
(317) 263-9655

Plainfield Chamber

Fite Plumbing
P.O. Box 147
Monrovia, IN 46157
(317) 996-6100

COUNTY AND  
MUNICIPAL MEETINGS

Hendricks County
Unless otherwise noted, 
all meetings held at
Government Center
355 S. Washington St.
Danville, IN 46122
317-745-9221

Council
(Second Thursday  
every month)
June 12, 1 p.m.

Plan Commission 
(Second Tuesday  
every month)
June 10, 6:30 p.m.

Board of Zoning Appeals
(Third Monday every month)
June 16, 7:30 p.m. 

Commissioners 
(Second and fourth Tuesday 
every month)
June 10, 9 a.m.
June 24, 9 a.m.

Town of Avon
Unless otherwise noted,
all meetings held at
Avon Town Hall
6570 E. U.S. Hwy. 36
Avon, In 46123
317-272-0948

Town Council 
(Second and fourth 
Thursday every month)
June 12, 7 – 9 p.m.
June 26, 7 – 9 p.m.

Advisory Plan Commission
(Fourth Monday  
every month)
June 23, 7 p.m.

Board of Zoning Appeals
(Third Thursday  
every month)
June 19, 7 p.m.  
in the Court Room

Town of Brownsburg
Brownsburg Town Hall 
Eaton Hall
61 N. Green St.
Brownsburg, IN 46112
317-852-1120

Town Council
(Second and fourth 
Thursday every month)
June 12, 7 p.m.
June 26, 7 p.m.

Plan Commission 
(Fourth Monday every 
month) June 23, 7 p.m.
Brownsburg Town Hall

Board of Zoning Appeals
(Second Monday every 
month) June 9, 7 p.m.
Brownsburg Town Hall

Town of Danville
Unless otherwise noted,
all meetings held at 
Danville Town Hall
49 N. Wayne St.
Danville, IN 46122
317-745-4180
Note: Call 317-745-3001 to 
confirm meetings have not 
been cancelled.

Council
(First and third Monday 
every month)
June 2, 7 p.m. 
June 16, 7 p.m.

Plan Commission
(Second Monday  
every month)
June 9, 7 p.m.

Board of Zoning Appeals
Meets as needed on the
(Third Tuesday of the month)
June 17, 7 p.m.

Town of Plainfield 
Unless otherwise noted,
all meetings held at
Plainfield Municipal Building
206 W. Main St.
Plainfield, IN 46168
317-839-2561

Town Council
(Second and fourth Monday 
every month)
June 9, 7 p.m.
June 23, 7 p.m.

Plan commission
(First Monday every month)
June2, 7 p.m.

Board of Zoning Appeals
(Third Monday every month)
June 16, 7 p.m.

SALES LEADS
Newly incorporated 
businesses through  
May 10, 2014.

Bou-Clay Design, etc.
Pamela S. Rowley
10306 River Park Way
Indianapolis, IN 46234

Down to Earth  
Seamless Guttering
Stephen G. Stadler, II
4449 Cartersburg Rd.
Plainfield, IN 46168

Fun Art
Ruth A. Hilts
6715 Windward Ct.
Brownsburg, IN 46112

Isaacs Body Shop
Nathan A. Issacs
84 Sycamore St.
Brownsburg, IN 46112

Jinu Alterations
Young Sok Lim
Myeong Soo Lim
712 W. Main St.
Plainfield, IN 46168

KM Lawncare
Brock J. Scott
798 S. Tennessee St.
Danville, IN 46122

Lake Brazilian Estates
Mobile Home Park
Gary M. Lutz
885 Highlander Dr.
Plainfield, IN 46168

Leitz Roofing Co.
Rodney D. Standifer
2376 E. 54th St.
Indianapolis, IN 46220

LM Spirit Gear
Leslie Robertson
1702 E. Main St., Ste. 101
Plainfield, IN 46168

Meoma Creations
Norman A. Messer
Michelle D. Moser
556 Sunridge Blvd.
Avon, IN 46123

Momentum
Nicole R. Dorton
7546 Corsican Circle
Avon, IN 46123

Plainfield Discount Liquor
Doug Thompson
9650 Prairiewood Way
Carmel, IN 46032

Salon on the Square
Laurie Hiland
Sydney Orange
97 W. Marion St.
Danville, IN 46122

Schoolhouse Patterns
Cynthia M. Wright
Jeremy L. Wright
2424 Sandi Dr.
Avon, IN 46123

Singing Crust
Emily Cline
1261 Sherwood Dr.
Danville, IN 46122

Start Fresh Cleaning 
Services
Kimberly K. Lane
518 Dunn St.
Plainfield, IN 46168

Steve Ware Motor Sports
Steve Ware
Kandi Ware
219 S. Kentucky St.
Danville, IN 46122

Toyzles Plus
Ruth A. Hilts
6715 Windward Ct.
Brownsburg, IN 46112

Tripod Construction
Dohn Grigsby
8437 Lawrence Ave.
Indianapolis, IN 46239

ZTG
Tony Marlow
2328 2nd St.
Plainfield, IN 46168

PLANNER OF NOTE

BUSINESS LOCAL

FINANCE DISPATCHES

n NFL veterans warn against rookie spending
After the conclusion of the 2014 NFL draft (and some sizeable multi-million dollar signing 
bonuses), NFL players are warning young bucks to be smart with their money. According 
to analysis by Sports Illustrated, only two years after the conclusion of their athletic careers, 
a staggering 78 percent of NFL players are bankrupt or in serious financial trouble. – CNN 
Money
 
n Vermont to increase minimum wage
Though Gov. Peter Shumlin has not yet signed the bill which will increase – in stages – Ver-
mont’s minimum wage to $10.50 by 2018, his office confirmed that he is expected to. Along-
side Vermont, 27 other states have minimum wage rates that currently exceed the federal 
minimum despite Obama’s call to raise the minimum wage earlier this year. – CNN Money
 
n Job openings down in March
Across the board, U.S. job openings fell somewhat in March after having made momentous 
gains in Feb. Hiring also decreased slightly—74,000 fewer new jobs were filled than in Feb, 
though the hiring rate remained unchanged at 3.4 percent. According to the Labor Depart-
ment survey, there are currently 135,000 more job openings in the U.S. than there were in 
2013. Experts and analysts have varying opinions on how to interpret the data, though some 
still cite the declining unemployment rate as improvement. – Fortune
 
n 9 percent of Americans forego paper money
According to a survey conducted by Princeton Survey Research Associates International also 
found that 79 percent of Americans carried less than $50 in paper currency. Also that 49 per-
cent carry $20 or less each day. Greg McBride, Bankrate.com’s chief financial analyst stated: 
“The vast majority of Americans carry $50 or less on a daily basis, which seems to indicate 
that it’s more out of necessity than a desire to pay with cash.” – CNBC
                                
n Generating income in retirement
A big challenge of retirement is generating enough funds to amount to a livable incomes. 
Even if you have substantial assets—they are not limitless. Determining first the amount of 
annual income you need and decide the best source(s) from which to get it. It may come 
from a pension, an inheritance, Social Security, a part-time job, or other investments and sav-
ings. Then setting up a “systematic withdrawal plan” will ensure funds are not depleted all at 
once. – CNBC
 
n Millennials hurting real estate recovery
Though the Millennial generation isn’t going out of its way to harm the real estate market—
many young renters still plan to own someday—it’s just that economic “realities” and “life 
decisions” are getting in the way. Other contributing factors are: lack of savings, less-than-
perfect credit and astounding amounts of student-loan debt. These factors may also be con-
tributing to marriage and starting families, which would reduce the need for buying a home. 
– MarketWatch
 
n Ways to transcend simple resume mentality
The number of college graduates is steadily increasing, which means the economy is going 
to have to accommodate them after their academic careers. According to the U.S. Bureau of 
Labor Statistics, since 2004, nearly 71 percent more college graduates are working at mini-
mum wage jobs. The more alluring resumes will allow graduates to stand out and represent 
them as a person (as well as their professional goals)—the better chances are that rewarding 
work will be found. – TheStreet
 
n How much does a $20k loan really cost?
On a $20,000, 60-month car loan, borrows with low credit scores wind up paying almost 
$5,000 more than borrowers with a high score, according to the Consumer Federation of 
America. According to a survey conducted by the same firm, Millennials understand the fac-
tors for determining credit scores. Reviewing credit scores for free online is great unless you 
know what to look for and how it affects you. – Credit.com

n Copycat threatens million-dollar startup
W&P Design’s Mason jar cocktail shaker arrived at $1 million in sales only one year after hit-
ting the shelves. Only a virtually identical version called the “Original Mason 16-ounce Cock-
tail Shaker” was being sold at Bed, Bath and Beyond at nearly $10 cheaper. Though the pat-
ent is still pending, the knock-off will continue to be sold. This situation is common for small 
businesses and entrepreneurs; be aware and take the appropriate steps to protect your 
ideas. – CNN Money
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Buy this space!
(317) 451-4088

SBA GUARANTEED LOANS

Boone County

GCI Slingers, LLC
5005 W. 106th St.
Zionsville, IN 46077
$150,000
$553,700
The Huntington National 
Bank 

Indiana Medical  
Weight Loss, LLC
8760 Sandstone Pl.
Zionsville, IN 46077
$423,000
Mainsource Bank

Indy Restoration  
Service, LLC
410 W. Oak St., Ste. 7
Zionsville, IN 46077
$50,000
The Huntington  
National Bank

Jim Russell Plumbing 
Heating and Air 
Conditioning
70 E. Hawthorne St.
Zionsville, IN 46077
$13,000 
$85,000
The Huntington  
National Bank 

Hamilton County

Bradford Builders, Inc. 
749 N. State St.
Greenfield, IN 46140
$4,500
The Huntington  
National Bank 

Deaton’s Waterfront 
Services
215 S. Madison
Fortville, IN 46060
$75,000
KeyBank

Debo Properties, LLC
215 S. Madison
Fortville, IN 46040
$415,000
KeyBank

F and M Express, LLC
16842 Greensboro Dr.
Westfield, IN 46074
$144,700
The Huntington  
National Bank

Gemini General 
Contracting, LLC
121 S. Walnut St. 
Westfield, IN 46074
$250,000
First Merchants Bank 

H & R Construction 
Services, LLC
15222 Herriman Blvd.
Noblesville, IN 46060
$41,000
$25,000
The Huntington  
National Bank 

Hunter  
Transportation, Inc.
633 W. U.S. 40
Greenfield, IN 46140
$191,000
Indiana Statewide Cert. 
Dev. Corp.

JP Automation, Inc.
15223 Herriman Blvd., 
Ste. 4
Noblesville, IN 46060
$150,000
Chase Bank

Lifestyle Integrations, Inc.
120 N. Union St.
Westfield, IN 46074
$109,000
Premier Capital 
Corporation

Manweb Services, Inc.
11800 Exit Five Parkway 
Fishers, IN 46037
$1,500,000
Star Financial Bank

Olympus Salon, LLC
10177 Allisonville Road, 
Ste. 1
Fishers, IN 46038
$60,000
Star Financial Bank

TMS Partners, Inc.
10150  Lantern Road, 
Ste. 110 
Fishers, IN 46037
$175,000
Wells Fargo Bank

Walla, Inc. 
2620 Rolling Wood Circle
Westfield, IN 46074
$40,000
$40,000
The Huntington  
National Bank 

Hendricks County

Brownsburg Guidance & 
Counseling
1103 E. Main St.
Brownsburg, IN 46112
$150,000
The Farmers Bank, 
Frankfort

Jamie Harrell dba  
Jamie Harrell
205 E. Main St., Ste. C
Brownsburg, IN 46112
$10,000
The Huntington National 
Bank

Hopkins and Woods, Inc. 
673 N. Green St.
Brownsburg, IN 46112
$519,000
Wells Fargo Bank

Innovatemap, LLC
25 Darby La.
Brownsburg, IN 46112
$25,000
BMO Harris Bank

JKS Hotel Company
1634 Patriot Pl.
Plainfield, IN 46168
$2,532,500
First Colorado National 
Bank

Orion Construction, Inc.
400 N. Maple St.
Pittsboro, IN 46167
$182,800
Star Financial Bank

Richard Ping, Jr. Trucking
4366 Windsor Road
Brownsburg, IN 46112
$100,000
The Huntington National 
Bank

Johnson County 

A & I Trust In God 
Transport 
3168 Holt St.
Whiteland, IN 46184
$16,000 
$27,600
$29,800
The Huntington  
National Bank 

GJ Group, Inc.
146 Balmoral Way,  
Apt. 15D
Greenwood, IN 46143
$73,900
The Huntington  
National Bank

Nirmal Singh  
dba Nirmal Singh
2972 Seasons Dr.
Greenwood, IN 46143
$25,100
$60,800
The Huntington  
National Bank

Marion County

BD Managed  
Services, LLC
1 Virginia Ave., Ste. 302
Indianapolis, IN 46204
$350,000
Chase Bank

Beautini Salon &  
Nail Bar, LLC
11693 Falls Creek Road
Indianapolis, IN 46256
$20,000 
$59,300
The Huntington  
National Bank

Big Dawg Drywall, Inc.
5841 Thunderbird Road, 
Ste. C
Indianapolis, IN 46236
$20,000
The Huntington  
National Bank

Capitol City Glass, Inc
1424 S. East St.
Indianapolis, IN 46225
$52,000
The Huntington  
National Bank

Cheema Brothers, Inc.
4921 W. 71st St.
Indianapolis, IN 46268
$623,000
Umpqua Bank

Comfort Inn East
2295 N. Shadeland Ave.
Indianapolis, IN 46219
$1,274,000
Premier Capital 
Corporation

Dallas Reed Corp. 
8748 E. 33rd St.
Indianapolis, IN 46226
$150,000
Chase Bank

Eagle Insulation & 
Construction 
5874 Sylvan Dr.
Indianapolis, IN 46228
$50,000
The Huntington  
National Bank

Engineering  
Excellence, LLC 
9929 Delegates Row,  
Ste. 550
Indianapolis, IN 46240
$200,000
Lake City Bank 

Even Grow Lawn 
and Landscape 
2625 E. Pearl St. 
Indianapolis, IN 46201
$85,000
Premier Capital 
Corporation

FalAck Fitness, Inc.
1472 W. 86th St.
Indianapolis, IN 46260
$15,000
$28,200
The Huntington  
National Bank

Grewal’s Automotive Ltd.
5210 Commerce Circle
Indianapolis, IN 46237
$201,000
Premier Capital 
Corporation

Horsepower Indy, LLC
4 Gasoline Alley, Ste. D
Indianapolis, IN 46222
$11,000
$25,300
Chase Bank

Indy Go Gas & 
Convenience, LLC
9040 N. Meridian St.
Indianapolis, IN 46260
$349,600
Mainsource Bank

Indy House  
of Pilates, LLC
6960 Gary Road, Ste. G
Indianapolis, IN 46237
$25,000
The Huntington  
National Bank

Level Up  
Development, LLC
719 1/2 Massachusetts 
Ave. Indianapolis, IN 46204
$6,300
$30,000. $50,000
The Huntington  
National Bank

MC Investments, Inc.
10843 E. C.R. 300 N.
Indianapolis, IN 46234
$75,000
$340,000
KeyBank

Midwest Auto  
Transport Corp.
10425 Memorial Knoll Dr.
Indianapolis, IN 46234
$24,600
The Huntington  
National Bank

P2L Rentals, LLC
802 N. Delaware St.
Indianapolis, IN 46204
$35,000
The Huntington National 
Bank

Peytonville 
Enterprises, LLC
Keystone Ave., Ste. 300
Indianapolis, IN 46220
$490,000
West End Bank

Profyle, LLC
2727 E. 86th St.
Indianapolis, IN 46240
$30,000
$45,000 
Chase Bank

RFS Group, LLC
3910 Industrial Blvd.
Indianapolis, IN 46254
$281,000
Indiana Statewide Cert. 
Dev. Corp.

S&B Construction  
Group, LLC
8640 E. 30th St.
Indianapolis, IN 46219
$296,400
Fifth Third Bank

Stalnaker Security 
Services, LLC
911 E. 86th St., Ste. 55
Indianapolis, IN 46240
$100,000.  The Huntington 
National Bank

The Brent S 
utton Agency, Inc.
6284 Rucker Road, Ste. Z
Indianapolis, IN 46220
$25,000. The Huntington 
National Bank

Think Fit, LLC
5351 E. Thompson Road,  
#108
Indianapolis, IN 46237
$200,000. The Huntington 
National Bank 

Morgan County

Ase, Inc.
6879 E. Watson Road
Mooresville, IN 46158
$100,000
The Huntington National 
Bank

Loving Hearts Pet Resort
11085 N. Cooney Road
Mooresville, IN 46158
$249,800
Wells Fargo Bank

PLANNER OF NOTE

Do you have business news from Hendricks County… send it to: info@businessleader.bz

n Marketing landscape: rapidly changing
As companies reemerge from the throes of winter, 
marketing agencies gear up for campaigns and head 
back to traditional methods of advertising. Traditional 
methods, however, may be on the way out to make 
room for newer, more action-based promotions for 
companies attempting to improve their marketing and 
branding. 

– Forbes Sales & Marketing

n Sales minus the sleaze
Sales sometimes receives a bad reputation, but there’s 
a big difference between slick-talking and simply 
asking for the sale. Well-crafted calls for action, more 

conversation than “pitch” and focusing on building a 
partnership with your potential customers are just a 
few ways you can brand yourself or your company as a 
genuine, wholesome establishment. 

– Entrepreneur.com

n Ford sales up in China
Large sales gains for Ford in China (thanks to the Ford 
Focus, the best-selling vehicle in China) encouraged 
Ford to invest $100 million in research and development 
facilities in Nanjing. From this investment, Ford plans to 
open two no assembly plants in 2014. – CNBC

SALES DISPATCHES




